





1985 
INDEX 


A complete list of all the features that appeared in 
Sales and Marketing Management in 1985, includ- 
ing those in S&MM’s Surveys, Special Reports, and 
Special Sections; also, S&MM Short Takes, Sales- 
graphs, Demographics in Action, The Computer in 
Sales & Marketing, Viewpoint, Books, Jaundiced 
Eye, Significant Trends, Compensation, Ideas You 
Can Use, and Reader Postscripts. This index does 
not include Marketers Etcetera, On the Road, 
S&MM Predicts, or Newsletters. 


Key to abbreviations 
SR Special Report 
SS Special Section 


Company names are boldfaced 





Compiled by S&MM Librarian Bristol Voss 





ADVERTISING 

Jaundiced Eye: Just an Old-Fashioned 
Sale. Feb. 4, p.10. 

Radisson Makes a Name for Itself. Feb. 
4, p.22. 

Sunbeam Puts on the Pressure. June 3, 


p.30. 
The Local Touch Pays Off for Chevy. 
Sept. 9, p.30. 


ADVERTISING CAMPAIGNS 

Beer/Wine Ad Fight May Open Pandora’s 
Box. Mar. 11, p.36. 

Peddling Bikes. May 13, p.32. 

The Dog Days of Advertising. Aug. 12, 
p.66. 


ADVERTISING: COOPERATIVE 


Stop Blaming Retailers for 
Abuses. Feb. 4, p.66. 
Co-op Holds the Key to Growth. Mar. 11, 
39 


Co-op 


p.39. 

In Co-op, Teaching Is a Learning Experi- 
ence. Apr. 1, p.138. 
Pulling Together. SS. May 13, p.81. 
A Force in the Field. 
Applying Leverage to Co-op. 
Found: One Effective Sales Tool. 
Who Should Control Co-op? 
Yes, Media Reps Can Help You Sell. 

June 3, p.120. 
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One Giant Step for Fraudulent Billing. 
Aug. 12, p.98. 

How Retailers View the Co-op Scene. 
Oct. 7, p.64. 

Dispelling P the Paes of ‘‘Vendor Sup- 

port.” Dec. 9, p.5 


ADVERTISING: INDUSTRIAL 

Setting Industrial Ad Budgets. Feb. 4, 
p.80. 

S&MM’s Survey of U.S. Industrial & 
Commercial Buying Power: Industrial 
Advertising: Advertising Adds Punch 
Apr. 22, p.35. 


ADVERTISING: MEDIA 


Sales Promotion: Packing Power into 
Newspaper Inserts. Jan. 14, p.98. 

TV Advertisers Have a Big Brother. June 
3, p.150. 


APPAREL 


A Natural Look (But Not Too Natural). 
Jan. 14, p.29. 

From Mail to Retail for Royal Silk. Jan. 
14, p.43. 

Lefkovits Takes One Great Leap for Re- 
tailing. Jan. 14, p.65. 

Licensing: Cloak-a-Cola. Aug. 12, p.42. 

Liz the Wiz. Sept. 9, p.50. 





AUDIOVISUAL 

AV Equipment: AV’s New Look. SS. 
Jan. 14, p.75. 
AV for Any Audience. 
The Good, the Bad, and the Ugly. 
Computer Generated Slides: Hi-Tech, 

Low Cost. 

S&MM’s 1985 AV Gallery. 

Viewpoint: Smile, You’re Training with 
Video. Mar. 11, p.17. 

Videodiscs: Training, Not Entertaining. 
Apr. !, p.20. 

Ailing Honeywell Bets on Videotex. May 
13, p.19 

China Video Breaks Down the Great 
Wall. Aug. 12, p.42. 

Programming Video Distributors. Nov. 
11, p.26. 


AUTOMOBILES & TRANSPORTATION 
Ford’s Loss is Toyota’s Gain. Feb. 4, 


p.16. 
S&MM’s Survey of Selling Costs; Trans- 

portation. Feb. 20, p.116. 

Fleet Car Operating Costs By Region. 

Annual Operating Costs for Selected 
1985 Model Cars. 

Breakdown of Fleet Car Operating 
Costs. 

Average Cost of Moving Between Se- 
lected Cities. 
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Jaguar Roars Back on Track. Apr. 1, 
p.22. 

Fleet Managers Get More Respect. July 
es - 

How to Cut Car-Rental Costs. Oct. 7, 


p.26. 
First Interstate: Too Successful? Oct. 7, 


p.28. 
Fleet Cars. SS. Oct. 7, p.81. 

Ready to Hit the Road. 

Jaundiced Eye: Surfeit with a Smile. 

How Hoffman-La Roche Tracks Its 
Fleet. 

Yes, Salespeople Can Help Control 
Costs. 

The Tax Man Planneth 

Just for the Record. 

Imports Are Still in Low Gear. 


AWARDS 


i985 Business Executives’ 
Awards. Jan. 14, p.102. 


Dining 


BOOKS 

America Il: The Book That Captures 
Americans in the Act of Creating the 
Future. July 1, p.132. 

The Coming Computer Industry Shake- 
out: Winners, Losers & Survivors. 
May 13, p.135. 

Competitor Intelligence. Oct. 7, p.74. 

Corporate Combat. Mar. 11, p.142. 

Exhibit Design: The Graphics of Trade 
Show Communication. Feb 4, p.70. 

Family Ties: Corporate Bonds. Aug. 12, 
p.109. 

From Burnout to Balance: A Workbook 
for Peak Performance and Self-Renew- 
al. June 3, p.138. 

Game Plans: Sports Strategies for Busi- 
ness. Dec. 9, p.59. 

How to Conduct Training Seminars. Feb. 
4, p.70. 

Handbook of Sales Promotion. Mar. 1i, 

.147 


Health Hazards of VDTs. Mar. 11, p.148. 
Information Payoff: The Transformation 
of Work in the Electronic Age. Apr. 1, 


International Marketing Management. 
Sept. 9, p.163. 

Intrapreneuring. June 3, p.135. 

Issue Management: Origins of the Fu- 
ture. Jan. 14, p.107. 

Leadership and the One Minute Manager. 
June 3, p.138. 

The Malling of America. May 13, p.136. 

Managerial Marketing. Feb. 4, p.71. 

Marketing Successes, Historical to Pres- 
ent Day. Mar. 11, p.146. 

Profitable Sales Management and Mar- 
keting for Growing Businesses. May 
13, p.132. 

The Regis Touch: Million-Dollar Advice 
from America’s Top Marketing Consul- 
tant. June 3, p.137. 

The Sales Rep’s Letter Book. Jan. 14, 
p.107. 

Selling is a Personal Affair. Mar. 11, 
p.146. 

What They Don’t Teach You at Harvard 
Business School. Jan. 14, p.106. 

Winning Moves: The Body Language of 
Selling. Sept. 9, p.163 

Winning the High-Tech Sales Game. May 
13, p.136. 

The Winning Streak: On Sustaining Suc- 
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cess When Times Are Tough: Lessons 
from Britain's Top Companies. Aug. 
12, p.109. 


COMPANY ARTICLES 


American Cyanamid: Cyanamid Builds 
Its Arsenal. Jan. 14, p.24. 

American Cyanamid: How Cyanamid 
Prepared for Combat. Mar. 11, p.92. 
American Express: Now American Ex- 
press Says, “‘Don’t Leave Home’’ 

. . . Period. Jan. 14, p.53. 

American Express Adopts Zip +4. Apr. 
1, p.25. 

American Hospital Supply: AHS Manu- 
factures a New Market. Feb. 4, p.17. 

American Hospital Supply: HCA + 
AHS = Free-For-All. June 3, p.22 

American Hospitai Supply: An Unsure 
Time for AHS Salespeople. Sept. 9, 
p.26. 

AmeriSource: Why AmeriSource Went 
West. Sept. 9, p.90. 

Amtrak Does a Rain Dance for the 
Southwest Chief. Sept. 9, p.53. 

Amway: At Amway, Recognition Never 
Ends. June 3, p.85. 

Apple’s Cold War Tactics. Dec. 9, p.27. 

Armstrong Dreams Up Something for 
Everyone. Sept. 9, p.78. 

Ashton-Tate Computerizes Annual Re- 
port. Aug. 12, p.94. 

AT&T: Long Distance Phone Marketers 
Refuse to Hang It Up. Apr. 1, p.58. 
AT&T, Compaq See Future for Telecom- 

puters. May 13, p.116. 

AT&T: Cuts Won’t Touch AT&T’s Sales 
Force. Oct. 7, p.15. 

Audiocom: Letting the Product Speak for 
Itself. Jan. 14, p.24. 

Beatrice Changes Man, Keeps Plan. 
Sept. 9, p.30. 

Beloit: Where Industrial Salespeople 
Pack Their Own Projectors. Jan. 14, 
p.76. 

Bertolli 
p.46. 

BidNet Gives Small Companies Access 
to Government Market. May 13, 
p.113. 

Bindicator Finds a Fair Measure for 
Sales Territory Performance. Nov. 11, 
p.45. 

Black & Decker: Capturing the Spirit of 
American in Eight Minutes. Jan. 14, 


Targets Tomatoes. Aug.12, 


p- ° 

Black & White: Louder Bark for Black & 
White. Apr. 1, p.26. 

Boeing: How to Sell Airplanes Boeing- 
Style. Dec. 9, p.32. 

Bruner News Network:  Flash- 
.. . Bruner News Passes the Test. 
Mar. i1, p.103. 

Brunswick Rolls Back to Profitability. 
Feb. 4, p.20. 

Campbell Soup: Soup du Upscale. Dec. 
9, p.26. 

Canon’s Secret Weapon. Apr. 1, p.102. 

Carrier Gets the Show on the Road. July 
1, p.82. 

Centel Abandons Videotex. Aug. 12, 
p.47. 

Chevrolet: The Local Touch Pays Off for 
Chevy. Sept. 9, p.30 

Clark Equipment Retails Plant Automa- 
tion Systems. Apr. |, p.16. 

Coca-Cola: Cloak-a-Cola. 
p.42. 


Aug. 12, 





Coca-Cola: A Refreshing Spot for Coca- 
Cola. Sept. 9, p.124. 

Coca-Cola: Coke Tries to Speed Up Data 
Flow to Sales Force. Nov. 11, p.62. 
Coca-Cola: From Classic to Plastic. Dec. 

9, p.22. 

Compaq: AT&T, Compaq See Future 
for Telecomputers. May 13, p.116. 
Conference Board Mulls On-Line Ser- 

vice. Nov. 11, p.67. 
Consolidated Foods: Will Everybody 
Like Sara Lee? Mar. 11, p.38. 
Converse Tests the Test Run. Aug. 12, 


p.90. 
Corona Hops To. Nov. 11, p.30. 


Creative Sees the Writing on the Key- 
board. June 3, p.22. 

Daia General Computes a Hit. Feb. 4, 
p.57. 

Dataproducts Makes a Second Charge at 
Retail. July 1, p.33. 

John Deere: Deere Sails; Harvester 
Ails. Feb. 4, p.30. 

John Deere: A Wild West Weekend for 
John Deere’s Dealers. Nov. 11, 
p.128. 

DeKuyper Liqueur: Wiley Has the Spir- 
it. May 13, p.22. 

Dictaphone: Calculators Open Doors for 
Dictaphone. May 13, p.108. 

Digital Equipment Targets the Sales De- 
partment. Mar. 11, p.120. 

Donnelley Rolls Out New Territories. 
Nov. 11, p.20. 

Doubletree Likes to See STARs. July 1, 
p.34. 

Dun & Bradstreet Widens Telemarket- 
ing Net. Oct. 7, p.62. 

Emhart: Breaking Your Own Rules May 
Be Worth It. Feb. 4, p.17. 

Epson America’s Sly Distributor Switch. 
Mar. 11, p.45. 

Epson America: Once Again Epson 
Doubts Distributors. May 13, p.18. 
Evans Furs Finds a Place in the Sun. 

May 13, p.18. 

Federal Express Readdresses Zapmail. 
Mar. 11, p.26. 

Fleetwood Sells Benefits. Nov. 11, p.20. 

Formica: Not Just Laminate Anymore. 
Aug. 12, p.36. 

Friendship Collection: From Niche to 
Rich. Apr. 1, p.22. 

Fuji’s New Professionals. Jan. 14, p.33. 

General Electric’s Len Vickers. June 3, 


p.66. 

General Electric: GE Finds the Right 
Atmosphere. Nov. 11, p.135. 

Giorgio: An American in Paris. Sept. 9, 
p.36. 

GMC Trucks: Trunk Lines Help Move 
Truck Lines. June 3, p.23. 

Goldblatt Bros.: Strange Rebirth of 
Goldblatt’s Jan. 14, p.28. 

Good Humor: NYC Freezes Fat Frog. 
Sept. 9, p.32. 

Grainger Sells Service. June 3, p.27. 

Grid, Kaypro Debut New Lap-Tops. 
May 13, p.118. 
GTE: Long Distance Phone Marketers 
Refuse to Hang It Up. Apr. 1, p.58. 
Fujitsu: The Best of Both Worlds at 
Fujitsu. June 3, p.23. 

K-Mart’s M*A*S*H Hit. July 1, p.93. 

Kaypro: Grid, Kaypro Debut New Lap- 
Tops. May 13, p.118. 

John Hancock: 80% of Hancock Agents 
Cite PC for Sales Gains. July 1, p.122. 
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Haworth Pegs Quotas to Local Markets. 
Dec. 9, p.68. 

G. Heileman Brewing: Discovering 
What’s Always Been There. Jan. 14, 


p.28. 
Helene Curtis Changes Its Atune. Oct. 7, 


p.23. 
Hewlett-Packard Bets a Bundle on Of- 
fice Automation. Mar. 11, p.29. 
Hitachi’s U.S. Shopping Spree. Oct. 7, 
p. 14. 
Hoffman-La Roche: How Hoffman-La 
Roche Tracks Its Fleet. Oct. 7, p.92. 
Honda Dealers Move on to Luxury. Dec. 
FS AP 

Honeywell: Ailing Honeywell Bets on 
Videotex. May 13, p.19. 

Honeywell’s Indirect Attack. June 3, 

104. 

Honeywell Puts Its Sales Force into the 
Videotex Era. June 3, p.108. 

Hospital Corp. of America: HCA + 
AHS = Free-For-All. June 3, p.22. 

IBM: RIP: IBM’s Wild Duck. Sept. 9, 
p.172. 

Information on Demand: Everything 
You Ever Wanted to Know. June 3, 


p.33. 

International Games: UNO Underwa- 
ter. Aug. 12, p.46. 

International Harvester: Deere Sails; 
Harvester Ails. Feb. 4, p.30. 

Iomega Blitzes PC Slump. Oct. 7, p.15. 

Jaguar Roars Back on Track. Apr. 1, 
p.22. 

Jim Beam Mixes it Up. Aug. 12, p.44. 

K-Mart’s Face-Lift. Sept. 9, p.34. 

Keithley Instruments: A Novel Way to 
Reach Independent Sales Reps. Jan. 
14, p.77. 

Knogo Boosts Commissions, then Sales. 
May 13, p.19. 


Kraft: Ice Cream Market Heats Up. May 
13, p.32. 

Johnson & erg s Rx for Recogni- 
tion. June 3, p.94 

Lefkovits Takes One Great Leap for Re- 
tailing. Jan. 14, p.65. 

Lever and P&G Wage a Good, Clean 
Fight. June 3, p.47. 

Liggett & Meyers: All in the Timing. 
Mar. 11, p.82. 

Liz Claiborne: Liz the Wiz. Sept. 9 
p.50. 

Lotus Attacks Gray Market with Comput- 
er Sleuth. Apr. 1, p.135. 

Lovable Woos Local Markets. July 1, 


How Lumex Copes_ with 
Change. Nov. 11, p.122. 
Lynch Communication System’s Wait- 
ing Game. May 13, p.76. 
Majestic Wax Mops Up. Apr. 1, p.125. 
Magic Chef: AV Keeps Retail Floor 
Salespeople Cooking. Jan. 14, p.79. 
Magnavox: How to Win at the Show. 
Feb. 4, p.48. 

Marham Does Walls. Aug. 12, p.37. 

Massey-Ferguson Tries Telemarketing. 
Feb. 4, p.33. 

Massey-Ferguson: Setting the Massey- 
Ferguson Story Straight. May 13, p.43. 

Matrix Tries the Value-Added Route. 
Aug. 12, p.39. 

Mattel Invokes the Power of She-Ra. 
Mar. 11, p.34. 

Mattel: Toying with Creation. Oct. 7, 
p.23. 
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MCI: Long Distance Phone Marketers 
Refuse to Hang It Up. Apr. 1, p.58. 
McKesson = Erects Computer Wall 
Against Competition. Mar. 11, 
p.123. 

Merrell Dow Gives Territories a Better 
Balance. Dec. 9, p.67. 

Metropolitan Life: Maurer Stars at the 
Met. Mar. 11, p.26. 

Midway Makes Its Move. Apr. 1, 28. 

Monsanto Cuts into Lawn Care Time. 
Dec. 9, p.22. 

Monsanto: A Daily Dose of Data for 
Monsanto Salespeople. Dec. 9, p.70. 

Montgomery Ward Slices Up Its Cata- 
logues. Mar. 11, p.27. 

Montgomery Ward Spawns a Competi- 
tor. Dec. 9, p.1 

Nabisco La a Meeting for Field 
Managers. Nov. 11, p.88. 

Nestle Mails the Very Best. Jan. 14, 
p.49. 

New England Life Takes a to Insure 
Its Future. Aug. 12, 

Nynex Tries Out Low Goa Selling. Apr. 
1, p.17. 

Okidata’s 5% Solution. June 3, p.23. 

Omega Takes the Chill Out of Cold 
Calls. Dec. 9, p.72. 

Omnigistics: Start-Up to Upstart in Less 
Than a Year. Jan. 14, p.51. 

Pepsi-Cola’s John Costello. Oct. 7, p.36. 

Pillsbury: Fresh Look for Frozen Fillo. 
Jan. 14, p.34. 

Playtex International: A Natural Look 
(But Not Too Natural). Jan. 14, p.29. 


Procter & Gamble: Lever and P&G 
Wage a Good, Clean Fight. June 3, 
p.47. 

RC Cola Joins the Fray. Sept. 9, p.36. 

Radisson Makes a Name for Itself. Feb. 
4, p.22. 

Radisson Plants the Seeds of a Sale. Aug. 
12, p.90. 

Regina’s New Sales Force Cleans Up. 
Feb. 4, p.16. 

Republic Heaith Gets Specific. July 1, 
p.34. 

Richardson-Vicks: All in the Timing. 
Mar. 11, p.88. 

Roadway Takes the Light Route. Mar. 
11, p.34. 

Royal Silk: From Mail to Retail for Roy- 
al Silk. Jan. 14, p.43 

Ryder Truck Rental: Why Ryder’s Let- 
ters Get Results. Jan. 14, p.41. 

Savin Replaces ‘‘I Think’’ with ‘‘I 
Know.”” Dec. 9, p.74. 

Schwabacher/Frey: New Accounting of 
Commissions. Mar. 11, p.27. 

Schwinn: Peddling Bikes. May 13, p.32. 

Seagram Distills Its Sales Force. Mar. 
11, p.32. 

Sears Picks a Card. Apr. 1, P.22. 

Sears’ ‘‘Troubling’’ Selling. Oct. 7, 

p.14. 

7-Bieven: Meeting on a Fast Track. July 
1, p.106. 

Salomon: How Salomon Wins with a 
Personal Touch. Dec. 9, p.76 

Sonesta Tells Customers, “*‘We Hear 
You.’ Nov. 11, p.106. 

Sony Tries Something for Everyone. 
Apr. i, p.78. 

Sorrell Ridge: Smearing Sorrell’s Jam. 
Sept. 9, p.27. 

Southern Steel: Robots Go to Jail. Mar. 
11, p.53. 





Standard Register’s Big Banquet: An 
Event to Remember. June 3. p.88. 
Star-Kist: Morris the Cat Expands His 
Empire. Oct. 7, p.31. 
Sunbeam Puts on the Pressure. June 3, 
30 


p.30. 

Swatch: The Watch Whose Time Has 
Come. Mar. 11, p.59. 

Syivania: Magic Lights Sylvania’s Meet- 
ings. Nov. i!, p.104 

Tallgrass Spreads Jungie Fever. Apr. 1, 


p.118. 

Tootsie Roll Industries: Tootsie is on a 
Roll. July 1, p.38. 

Toyota Goes One-On-One. Sept. 9, 
p.120. 

Tupperware Cooks up a Remedy. July 1, 


p.31. 

Walgreen Says Location Is the Founda- 
tion. Feb. 4, p.22. 

Waterbury Com : Buttons Meet 
the Twentieth Century. Feb. 4, p.37. 
Wilkinson Sword: All in the Timing. 

Mar. 11, p.84. 

Wrangler: The Wrangler Lap-Top Ex- 
periment. May 13, p.54. 

Wrigley: What Marketers Love and Hate 
About Their Test Markets. Mar. 11, 
p.98. 

Xerox: Which PC Type Is Best? Xerox to 
Find Out. Mar. 11, p.122. 

Xerox’s Sales Force Learns a New Game. 
July 1, p.48. 

1 Goes with the ‘‘Best.’’ Nov. 4 

1. 


Zenith Thinks Big (and in Stereo) July 1, 
p.39. 


COMMUNICATION SKILLS 

A Seven-Step Approach to Selling To- 
day. Jan. 14, p.24. 

Letting the Product Speak for Itself. Jan. 
14, p.25. 

Seven Ways to Improve Your Writing 
Skills. Mar. 11, p.75. 

Deliver Your Talk Like a Pro. Mar. 11, 
p.130. 

Let Hidden Signals Stay That Way. Mar. 
11, p.136. 

How io Avoid the Gender Trap. Apr. 1, 
p.38. 

What Do You Say to a Naked Doctor? 
Apr. 1, p.40. 

The Last Thing to Think About Is Selling. 
Apr. 1, p.142. 

Creating Excitement with Panel Discus- 
sions. May 13, p.122. 

Selling Right and Left. June 3, p.50. 

Watch the Words. July 1, p.56. 

When Salespeople Talk, Does Manage- 
ment Listen? Oct. 7, p.43. 

Hip Sales Words Slip a Disk. Nov. 11, 


p.51. 
Don’t Gripe About Complaints. Nov. 11, 


p.60. 
Selling on a First Name Basis. Dec. 9, 
p.10. 


COMPENSATION 


S&MM’s Survey of Selling Costs; Com- 
pensation. Feb. 20, p.56. 
Salespeople’s Annua! Compensation. 
Total Selling Expense as a Percentage 
of Company Sales. 

How Salespeople’s Total Compensa- 
tion Is Growing. 

Benefits Paid by Companies. 





New Account-ing of Commissions. Mar. 
11, p.26. 

Overcoming Problems of Incentive Pay. 
Mar. 11, p.138. 

Knogo Boosts Commissions, Then Sales. 
May 13, p.19. 

Marketers Line Up for a 13% Raise. Aug. 
12, p.52. 

Uncovering the Defects in the Pay Plan 
(Part I). Aug. 12, p.107. 

Uncovering the Defects in the Pay Plan 
(Part II). Sept. 9, p.160. 

Viewpoint: Compensation’s Core. Nov. 
11, p.14. 


COMPUTER SOFTWARE 


EasySales Pro: A Many Splendored Pro- 
gram. Jan. 14, p. 90. 

A Soft Solution for Sales Force Staffing. 
Apr. I, p. 131. 

Second Sales Software Session Studied. 
Aug. 12, p. 92. 

Data General to Push Sales-Oriented 
Software. Sept. 9, p. 144. 

When in Doubt, Write Your Own Soft- 
ware. Sept. 9, p. 147. 

A Checklist for Evaluating Software. 
Sept. 9, p. 148. 

Sales Rep Makes Software Second Ca- 
reer. Nov. 11, p. 62. 

Sales Software Sprouts in DEC’s Garden. 
Nov. Il, p. 66. 

Directory of PC-Based Sales & Market- 
ing Applications Software. Dec. 9, p. 
78. 


COMPUTERS 

Computer-Generated Slides: 
Low Cost. Jan. 14, p.79. 

Sales Forces Waver on Lap-Top Comput- 
ers. Mar. 11, p.62. 

Lap-Toppers in a Stew Over Sales Chan- 
nels. Apr. i, p.17. 

The Wrangler Lap-Top Experiment. 
May 13, p.54. 

Loose Lips Sink Chips. May 13, p.146. 

IDI, a Computer Graphics Equalizer. 
July 1, p.30. 

Matrix Tries the Value-Added Route. 
Aug. 12, p.39. 

How Hoffman-La Roche Tracks Its 
Fleet. Oct. 7, p.92. 

Hip Sales Words Slip a Disk. Nov.11, 

51 


Hi-Tech, 


p.51. 
PC Blues. Nov. 11, p.142. 


COMPUTERS: PCS 

Pricier Stamps Spell More PC Usage. 
Feb. 4, p. 62. 

Marketer’s No. | Use for PCs: Evaluating 
Sales Performance. Feb. 4, p. 64. 

Which PC Type is Best? Xerox to Find 
Out. Mar. 11, p. 122. 

Marketing Managers No Strangers to the 
PC. May 13, p. 118. 

PCs Used by | in 10 Salespeople, Half of 
Sales, Marketing Staffs. June 3, p. 
116. 

80% of Hancock Agents Cite PC for 
Sales Gains. July 1, p. 122. 

Big Companies to Spend Heavily on PCs. 
Aug. 12, p. 94. 

Can Technology Revive Slumping PC 
Sales? Sept. 9, p. 144. 

Home PCs Get Down to Business. Nov. 
11, p. 62. 

PC Blues. Nov. 11 
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How the PC Makes Friends with Market- 
ers. Dec. 9, p. 66. 

Directory of -Based Sales & Market- 
ing Applications Software. Dec. 9, p. 
78. 


COMPUTERS: PORTABLES 


Sales Forces Waver on Lap-Top Comput- 
ers. Mar. 11, p. 62. 

Lap-Toppers in a Stew Over Sales Chan- 
nels. Apr. 1, p. 17 

Improved Displays for Lap-Tops Un- 
veiled by Two Marketers. Apr. 1, p. 
134, 

The Wrangler Lap-Top Experiment. 
May 13, p. 54. 

Insurance Agents Go for Portables. May 
13, p. 114. 

Grid, Kaypro Debut New Lap-Tops. 
May 13, p. 118. 

Four Major Companies Try Lap-Tops. 
July 1, p. 125. 

Briefcase-Size Models to Spur Portables’ 
Growth. Sept. 9, p. 151. 


COMPUTERS IN SALES 
& MARKETING 


Why a Direct Marketer Loves, Honors, 
and Obeys His Data Base. Jan. 14, 
p.46. 

Prime Computer’s Close Call, Jan. 14, 
p.92. 

No Phobias Here. Feb. 4, p.62. 

Faster Reactions to Faddish Twists and 
Turns. Feb. 4, p.64. 

DEC Targets the Sales Department. Mar. 
11, p.120. 

McKesson’ Erects Computer Wall 
Against Competition. Mar. 11, p.123. 

Getting on Top of the Data Deluge. Mar. 
11, p.124. 

*‘Mapping”’ Sales Productivity Gains 
with the Computer. Apr. 1, p.132. 
Computerized Wedge for Auto Suppliers. 

Apr. 1, p.134. 

Lotus Attacks Gray Market with Comput- 
er Sleuth. Apr. 1, p.135. 
Data Base Fills Consumers’ 

Know. Apr. 1, p.136. 

Another Electronic Assault on Cata- 
logues. Apr. 1, p.136. 

Office Products Firms Begin Test of 
Computerized Orders. May 13, p.113. 

Bidnet Gives Small Companies Access to 
Government Market. May 13, p.113. 

AT&T, Compaq See Future for Tele- 
computers. May 13, p.116. 

The Case of the Mystery Plastic. June 3, 
p.107. 

There’s a Data Base in Your Future. June 
3, p.107 

Honeywell Puts Its Sales Force into the 
Videotex Era. June 3, p.108 

Computer Windows. June 3, p.108. 
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Salesperson. 
Sites Most Frequently Used for Sales 
Training. 
Length of Training Period for New 
Salespeople. 
H-P Bets a Bundle on Office Automation. 
Mar. 11, p.29. 
Videodiscs: Training, Not Entertaining. 
Apr. 1, p.20. 
Okidata’s 5% Solution. June 3, p.23. 


SALESPEOPLE & SALESMANSHIP 


“*File It’? Means Sales. Jan. 14, p.29. 

Straight Talk: Still Chasing the American 
Dream. Jan. 14, p.68. 

Leo Cherne’s 45th Crystal Ball. Feb. 4, 
p.20. 

Maurer Stars at the Met. Mar. 11, p.26. 

A Woman’s Place Is on the Sales Force. 
Apr. 1, p.34. 

A Salesman’s Wife Is in Sales, Too. Apr. 
1, p.41. 

Sales & Marketing’s Top Golfers. Apr. 1, 

44 


p.44. 

Wiley Has the Spirit. May 13, p.22. 

Strange Tales of Sales. June 3, p.42. 

Salesmen in Dangerous Territory. June 3, 
p.50. 

GE’s Len Vickers. Junie 3, p.66. 

For Kevin Jenkins, Failure Was a Valu- 
able Teacher. July 1, p.53. 

Liz the Wiz. Sept. 9, p.50. 





Uncovering the True Sales Pro. Sept. 9, 
56. 

hate Computer’s William Campbell. 
Sept. 9, P- 60. 

Pepsi-Cola’s John Costello. Oct. 7, p.36. 

When Salespeople Talk, Does Manage- 
ment Listen? Oct. 7, p.43. 

PAs Examine the People Who Sell to 
Them. Nov. 11, p.38. 

The | - ae aaa Speak Back. Nov. 11, 


p.4 
Figie’ s Force in Japan. Dec. 9, p.19. 
Consulting the Recruiting Consultant. 
Dec. 9, p.48. 


SERVICE INDUSTRIES 

Why Ryder’s Letters Get Results. Jan. 
4, p.4l. 

Now American Express Says, ** 
Leave Home’”’ . Period. p.53. 

AHS Manufactures a New Market. Feb. 
4, p.17. 

HSMAI Teaches Members to Plot the 
Future. Feb. 4, p.20. 

Radisson Makes a Name for Itself. Feb. 
4, p.22. 

Montgomery Ward Slices Up Its Cata- 
logues. Mar. 11, p.27 

Roadway Takes the Light Route. Mar. 
11, p.34. 

Sears Picks a Card. Apr. 1, p.22. 

Market or Perish! May 13, p.50. 

HCA + AHS = Free-For-All. June 3, 

.22. 

10D: Everything You Ever Wanted to 
Know. June 3, p.33. 

Republic Health Gets Specific. July 1, 
p.34. 

Doubletree Likes to See STARs. July 1, 
p.34. 

Details that can Make or Break a Meet- 
ing. July 1, p.74. 

K-Mart’s M*A*S*H Hit. July 1, p.93. 

New England Life Takes Steps to Insure 
Its Future. Aug. 12, p.74. 

An Unsure Time for AHS Salespeople. 
Sept. 9. p.26. 

IEA Goes Global. Sept. 9, p.26. 

Amtrack Does a Rain Dance for the 
Southwest Chief. Sept. 9, p.53. 

Filling the *‘On Hold’’ Void with Sounds 
of Selling. Sept. 9, p.142. 

Cuts Won’t Touch AT&T’s Sales Force. 
Oct. 7, p.15. 

A Pay-As-You-Save Plan Sells 19th-Cen- 
tury Technology. Oct. 7, p.39. 





Opting for the Younger Traveller. Nov. 
ll, 2. 

GE Finds the Right Atmosphere. Nov. 
li, p.135. 

Coddling Customers 24 Hours a Day. 
Dec. 9, p.38. 

Consulting the Recruiting Consultant. 
Dec. 9, p.48. 


SPEAKING 
(See COMMUNICATIONS SKILLS) 


STATISTICS 
(See DEMOGRAPHICS IN ACTION 
AND SURVEYS) 


SURVEYS 
S&MM’s 1985 Survey of Selling Costs. 
Feb. 18. 
S&MM’s 1985 Survey of U.S. Industrial 
& Commercial Buying Power. Apr. 22. 
S&MM’s 1985 Survey of Buying Pow- 
er—Part I. July 22. 

S&MM’s 1985 Survey of Buying Pow- 
er—Part II. 

23rd Annual Saad of Newspaper Mar- 
kets. Oct. 28, p.100. 

23rd Annual Survey of TV Markets. Oct. 
28, p.156. 

S&MM’s Annual Survey of Executive 
Compensation: Marketers Line Up for 
a 13% Raise. Aug. 12, p.52. 

S&MM’s Exclusive Survey: New Mean- 
ing for Meetings. Nov. 11, p.95. 


TAXES 

Selling and the Tax Plan. Jan. 14, p.118. 

Some Cherished Perks Will Be Taxed. 
July 1, p.36. 

A Tax Push Worries Direct Marketers. 
Oct. 7, p.26. 

What the Tax Man Planneth. Oct. 7, 
p.100. 


TECHNOLOGY 

(See ALSO COMPUTERS 

AND ELECTRONICS) 

Compact Discs Sing a Hi-Tech Success 
Story. Feb. 4, p.34. 

Can Technology Revive Slumping PC 
Sales? Sept. 9, p.144. 

A Pay-As-You-Save Plan Sells 19th-Cen- 
tury Technology. Oct. 7, p.39. 


TELEMARKETING 
**File It’’ Means Sales. Jan. 14, p.29. 





Long Distance Phone Marketers Refuse 
to Hang It Up. eo 1, p.58. 

Creative Sees riting on the Key- 
board. June 3, p.22. 
Fear of Phoning. Oct. 7, 

Sears’ ‘‘Troubling’’ 


p.14. 


TEST MARKETING 
Test Marketers on Target. SS. Mar. 11, 
81 


Sehing. Oct. 7, 


p.81. 
All in the Timing. 
Testing in Two Diverse Markets: How 
Cyanamid Prepared for Combat. 
Selecting the Right Market: What Mar- 
keters Love and Hate About Their 
Test Markets. 
Flash. . .Bruner News Passes _ the 
Test. 
Tips for Saving Time and Money: 
Small Companies Can Test, Too. 
The Nation’s Most Popular Test Mar- 
ket. 
= Biggest Test. Apr. 1, 
p.28. 


TIME & TERRITORY MANAGEMENT 
Bindicator Finds a Fair Measure for 
Sales Territory Performance. Nov. 11, 
45. 
Merreil Dow Gives Territories a Better 
Balance. Dec. 9, p.67. 


TRADE SHOWS 
On With the Sell! SS. Feb. 4, p.47. 
How to Win at the Show. 
In Diisseldorf, a Show of Shows. 
Exhibiting for the First Time: Data 
General Computes a Hit. 
Trade Shows Can Lend New Products a 
Hand. 
IEA Goes Global. Sept. 9, p.26. 
The China Trade Show. Oct. 7, p.50. 


TRAVEL & ENTERTAINMENT 


Return on Entertainment: A New Bottom- 
Line Approach. Feb. 20, p.25. 
Average Travel & Entertainment Spend- 
ing by Industry. Feb. 20, p.35. 
Selling and the Tax Plan. Jan. 14, p.118. 
Agencies Lure Travellers. May 13, p.27. 
Sperry Won't Swallow $100 Coffee 
Breaks. Aug. 12, p.42. 
Amtrak Does a Rain Dance for the 
Southwest Chief. Sept. 9, p.53 
Opting for the Younger Traveller. Nov. 
11, p.32. 
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